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KNOW YOUR CAR’S VALUE

OBJECTIVELY DETERMINE YOUR VEHICLE’S 
CONDITION

Using Kelly Blue Book, you’ll need to determine 
whether your vehicle is in Excellent, Good, Fair or 
Poor condition.  Logically, the better the condition, 
the more money that it is worth. Sometimes it is 
tough to be objective about the condition of our 
own things so it’s nice to have a guideline. This is 
how Kelly Blue Book qualifies each category:

Excellent condition means that the vehicle looks 
new, is in excellent mechanical condition and needs 
no reconditioning. This vehicle has never had any 
paint or body work and is free of rust. The vehicle 
has a clean Title History and will pass a smog and 
safety inspection. The engine compartment is clean, 
with no fluid leaks and is free of any wear or visible 
defects. The vehicle also has complete and verifiable 
service records. Less than 5 percent of all used 
vehicles fall into this category.

Good condition means that the vehicle is free of any 
major defects. This vehicle has a clean Title History, 
the paint, body and interior have only minor (if 
any) blemishes, and there are no major mechanical 
problems. There should be little or no rust on 
this vehicle. The tires match and have substantial 
tread wear left. A “good” vehicle will need some 
reconditioning to be sold at retail. Most consumer 
owned vehicles fall into this category.

Fair condition means that the vehicle has some 
mechanical or cosmetic defects and needs servicing 
but is still in reasonable running condition. This 
vehicle has a clean Title History, the paint, body and/
or interior need work performed by a professional. 

The tires may need to be replaced. There may be 
some repairable rust damage.

Poor condition means that the vehicle has severe 
mechanical and/or cosmetic defects and is in poor 
running condition. The vehicle may have problems 
that cannot be readily fixed such as a damaged frame 
or a rusted-through body. A vehicle with a branded 
title (salvage, flood, etc.) or unsubstantiated mileage 
is considered “poor.” A vehicle in poor condition may 
require an independent appraisal to determine its 
value.

KNOW WHAT YOUR CAR IS SELLING FOR

Although it’s important to have an understanding of 
how Kelly Blue Book has valued your car, ultimately, 
you aren’t competing against KBB for car sales. You 
are, however, competing against every other person 
or dealer that is selling the same (or similar) car that 
you’re selling. For that reason, it’s also good to know 
the price that your car is often selling for in the 
market where you are. Check Craigslist, Auto Trader, 
and local dealerships to get a baseline for how cars 
like yours are being priced. You don’t have to drop 
the price just because others are selling cheaper 
but know that you may have to work a little harder 
to make your car stand out. (We recommend using 
Trusted.Sale as a way to entice more buyers but we’ll 
get to that!)

More importantly, if your car is more affordable than 
other options, then you have some leverage. Most 
often, private sellers are able to price their vehicle 
for less than a dealer so you are likely able to offer a 
better deal to your buyers.  

Before you can list your car, you need to know it’s worth. That’s a quick and easy thing to do, you only 
need to know the make, model and year of your vehicle as well as options that your vehicle has such 
as heated seats or a sunroof.  There are a lot of ways to value your car but Kelly Blue Book (KBB) is 
sort of the standard for checking a vehicle’s value. No matter what source you use to determine your 
pricing, buyers will most likely check KBB to determine if it is a good deal or not. 
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INCREASE YOUR CAR’S VALUE

FIX MINOR ISSUES

As you saw in the section above, cosmetic defects 
can be the difference between “Fair” and “Good” 
condition. If your car has minor issues, it’s often 
worth the cost to make the repairs. If any lights 
appear on the dash, it’s worth getting a quote to see 
what it would cost to fix them. Compare the value of 
your car between different conditions to determine 
if it’s worth the expense. Little things like new floor 
mats only cost around $20 but can radically change 
the look of your car’s interior.

WASH & DETAIL YOUR CAR

Even simply washing and detailing your car can add 
to the value. Experts agree that simply washing and 
detailing your car can add hundreds to the value and 
sometimes even thousands.  At the very least, it can 
help preserve you from a lowball offer based purely 
on the perceived care. 

No matter what your car is worth, no matter what 
dealers are selling it for and no matter what KBB 
says – your prospects are going to have a reaction 
to the sight of the vehicle, which could skew their 
impression of what the vehicle is worth. A person will 
expect to pay less if they don’t believe the vehicle 

has been well maintained so you need to make sure 
that you are putting the best foot.. (er.. wheel?).. 
forward. 

Pro Tip: a good coat of wax can make even an old, 
faded paint job look much better.

PROVIDE ANY ADD-INS THAT YOU CAN

Did you buy any special after-market parts for 
your car? Any accessories that you won’t need 
anymore? Anything that you can throw in with the 
car to make it more appealing can help sweeten 
the deal. Although tossing in accessories may not 
drastically increase the price of the car, it may help 
to make your offer more competitive if the buyer is 
considering purchasing the same car but elsewhere.

A few things that you could include with the car as 
added value include: custom floor mats or adapters if 
your car’s electronics aren’t the latest and greatest. 

Pro tip: using Trusted.Sale, you can offer financing 
and a limited warranty, which is a huge value add for 
people that want to buy a used car but don’t want to 
pay for the mark-up that dealerships charge to cover 
their overhead.
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CREATE AN ATTRACTIVE LISTING
Before you can list your car, you need to know it’s worth. That’s a quick and easy thing to do, you only need 
to know the make, model and year of your vehicle as well as options that your vehicle has such as heated 
seats or a sunroof.  There are a lot of ways to value your car but Kelly Blue Book (KBB) is sort of the standard 
for checking a vehicle’s value. No matter what source you use to determine your pricing, buyers will most 
likely check KBB to determine if it is a good deal or not. 

INCLUDE ATTRACTIVE PICTURES

Include clear pictures from multiple angles. Use real 
pictures, not photos from the manufacturer.  Using 
manufacturer photos may look nicer but it has the 
opposite effect. People assume there’s something 
wrong with the car if you aren’t including pictures 
that you’ve taken. Even if you aren’t the very best 
photographer, pictures of your vehicle add credibility. 

Try to take pictures in a place free of clutter so that 
the focus is on the car. Take pictures from all angles 
of the car.

If there is a blemish, a scratch, a ding or defect, be 
sure to include a picture. If a picture isn’t included, 
then expect to have a picture requested over and 
over by potential buyers, assuming you mention it in 
the post, which leads us to the next point.

COVER THE BASICS

You’ll need to include basic details about the car. Try 
to include as many of the details that would show up 
on a window sticker as you can. These include the 
year, make and model and the current mileage for 
starts. (Pro Tip: using Trusted.Sale you can leverage 
the real window sticker.

Share the VIN – this adds credibility. (Another pro 
tip: Trusted.Sale verifies the VIN for buyers.)

CREATE THE BEST POSSIBLE DESCRIPTION

Always include an honest description of the vehicle. 
If you don’t tell the full truth and nothing but the 
truth, you’ll find yourself in meetups where the buyer 
changes their mind. It’s frustrating all around – spare 
yourself and your potential buyers. Plus, they’ll use 
the description to look up the KBB value of the car 
– so you’re better off telling the truth or you’ll fuel 
their haggling power.

CREATE AN
ATTRACTIVE

LISTING

Include Attractive
Pictures

Include
Attractive
Pictures

Cover the 
Basics

Create the
Best Possible
Description

Add the Right
Amount of 
Extra Detail

That Extra Info
that Buyers are
Curious About

Share the
Maintenance

History Optimize
Your Listing
for Visibility
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ADD THE RIGHT AMOUNT OF EXTRA DETAIL

The amount of detail varies by vehicle. As a general 
rule of thumb, items that are rare or expensive call 
for more detail. For example, you’ll always want to 
include the year, the make and model, the mileage, 
the amenities, interior details and so on. If you’re 
selling a bit of a clunker, you just need a few good 
pictures, a short description of the appearance and 
whether or not it works. If you’re selling a lambo, 
people are going to have a lot of questions about 
why you’re selling it, which parts are after-market, 
and a lot of maintenance details.

P.S. People don’t want to read paragraphs of details 
because 1. Who has time? And 2. there’s risk that 
they may overlook something important. Skip the 
unnecessary details and shoot it straight. Bullet 
points are great, too.

THAT EXTRA INFO THAT BUYERS ARE CURIOUS 
ABOUT

It’s appropriate to share how you acquired the 
vehicle, if it is relevant. If you’re the first and only 

owner, that’s worth noting. If it was given to you 
by your parents on your 16th birthday, that’s only 
indicative of sentimental value and not relevant to 
potential buyers.

Consider this: you’re creating an ad to tell potential 
consumers why this car that you are selling is the 
greatest car ever and that they should want it … 
but the fact that you’re selling it indicates that you 
don’t want it. Trippy, right? They may wonder, “How 
can this thing possibly be so awesome if you are 
intentionally parting with it? Or, is there something 
wrong with it?” Well, as you are already well aware, 
there are lots of reasons that people sell things they 
like and it isn’t a reflection of the item’s value.  I find 
that giving a one-line explanation of the reason that 
I’m selling tends to go a long way. For example: “I 
loved this car but I’m moving across the country and 
it’s more expensive to pay for parking than it is to 
insure it.” or “I’m so sad to part with this Corvette 
because it is in perfect condition but I am getting 
married and we need to put money toward our 
wedding.”



SHARE THE MAINTENANCE HISTORY

When buying something as expensive as a vehicle, 
everyone wants to believe that they’re buying 
something that has been taken care of.  If the car 
has had routine oil changes and tire rotations, that’s 
worth noting.  If the car has never seen snow and 
has always had seat covers, that’s worth noting too.

It’s worth also noting that people have preconceived 
notions based upon environments. (Keep this in 
mind when taking pictures – even though we all 
probably have a pile of boxes in the garage, showing 
it in the background of a picture showcasing your 
car leads people to believe that the car might not 
be well-kept. Hey, don’t look at us, we don’t make 
the rules!). One of the great things about vehicles is 
that… they’re mobile! No excuses for bad backdrops 
– you can always drive to a park and take pictures 
with nice scenery.

OPTIMIZE YOUR LISTING FOR VISIBILITY

It is important to optimize your listing, especially on 
platforms without many filtering options. Even if you 
feel that the make and model speaks for itself or that 
the images tell the entire story, be sure to include 
details in the title and the description to ensure that 

people searching for specific details find your listing. 
While some people may look for a make and model, 
many people will be searching for a vehicle type. 
If you’re selling a Chevy Silverado, make sure that 
you also optimize your listing with words like truck, 
pickup and crew cab or extended cab. Instead of 
searching “Chevy Silverado” someone might search 
“extended cab pickup” and you want to make sure 
your post shows up. If there are any other key 
categories that your vehicle falls into, you might 
consider working those into the listing. For instance, 
it would be a smart idea to include keywords like 
‘electric car’, ‘great gas mileage’, and ‘fuel efficiency’ 
in a Prius listing.

CHOOSE AN ATTRACTIVE LOCATION

If you’re selling your car on a platform such as 
Craigslist, you’ll have to choose a location. We’ll 
discuss choosing a meet-up location later but this 
section is about choosing a location from which 
the ad is listed. Since you won’t actually be meeting 
at your house, you can list yourself as living in 
virtually any neighborhood.  Craigslist pros suggest 
listing your items for sale from the highest income 
neighborhood, even if you don’t live there. Those 
locations tend to grab reader’s attention.   
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GET THE WORD OUT
LIST YOUR CAR AS MANY PLACES AS POSSIBLE

Any time you need to sell something, the price is 
driven by supply and demand, so in order to get the 
most money for your car, you need to make sure 
you have the highest demand possible. To make 
that happen, you need to list your vehicle as many 
places as possible. Here are some places you should 
consider listing your car:

• Craigslist 
• eBay Motors (But be sure to set a reserve price 

if you set your car up to be auctioned!)
• Cars.com
• AutoTrader
• Kelley Blue Book
• Your Local Newspaper

PUT A SIGN IN THE WINDOW

Although putting a “For Sale” sign in the window may 
seem about as modern as stringing together two tin 
cans to phone a friend, it’s effective (unlike the cans, 
don’t ask us how we know) and that’s hard to argue 
with! Plus it’s super easy and takes very little effort – 
that counts for something. 

Although we don’t advocate for placing the sign in 
a place that will obstruct your view while driving 
(obviously!), we do recommend moving the sign 
to different windows when parked in high traffic 
locations. For instance, if you pull into a parking 
spot – stick the sign in the back window. If you 
back into a spot, put the sign in the front window. 
Parallel parked? You guessed it: put the sign in a side 
window. Some sources suggest to park near the back 
where your car is fully visible but, in the back of the 
lot, you also don’t get as much traffic as you would 
toward the front of the lot. 

PREPARE TO NEGOTIATE

Negotiation just comes with the territory when it 
comes to car sales. Know what your car is worth. 
If you don’t want to bother with negotiations, list 
that the price is firm. That may deter buyers – some 
people just enjoy negotiations. Another option is to 
list the car a little bit higher than what you need in 
order to let the car go.

Regardless of your strategy, decide the bottom 
dollar that you’re willing to accept. Don’t be afraid to 
counter-offer. 

PROTECT YOURSELF FROM SCAMS
SELL LOCALLY

IF you can sell your car locally, it’s one of the best 
ways to protect yourself from scams. It’s common 
for people to travel out-of-town to pick up a car 

and doesn’t necessarily mean that a scam is afoot. 
However, if someone is asking to purchase from afar 
but wants to pay by paypal or send someone else to 
pick the car up, those are red flags. 

Never, ever agree to allowing someone to pay you 
a significant amount and then return the difference. 
That’s a very common scam. Typically they suggest 
that they will pay you extra and you can refund them 
the difference. Don’t fall for that!

USE TRUSTED.SALE TO SCREEN BUYERS

With Trusted.Sale, there’s no need to meet up with a 
complete stranger! Trusted.Sale can help you screen 
buyers before you meet them. Trusted.Sale verifies 
both the buyer and the seller.  

MEET IN A PUBLIC PLACE

Find a public, populated area to make the 
transaction. Meet in a well-lit area during the day, 
preferably in a place with security cameras. If you 
meet in a parking lot, be sure to park up close to 
the store, where the actions at, as opposed to the 
far back of the lot which isn’t typically populated 
or visible on security cameras. Most cities have 
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dedicated “safe spaces” for transactions that stem 
from online marketplaces, such as Craigslist. Trusted.
Sale users can receive recommendations for safe 
spaces in their area.

If you can, avoid inviting people into your house or 
providing your address. Likewise, avoid going to a 
stranger’s home, if possible. Unfortunately, some 
items can’t easily be moved to a public location – like 
a piano for instance. That makes it that much more 
important that you’ve vetted your buyer before 
welcoming them into your home.

TAKE A FRIEND ALONG

No matter where you meet your potential buyer and 
no matter the extra legwork that you’ve done, it is 
always a good idea to bring a friend along.

For extra measure, it’s a good idea to have a point 
person off-site. Share the name of the person that 
you’re meeting as well as the time and the location 
of the meet-up. Let them know when you arrive for 
the sale and that you’ll call them when you leave.    
Pro Tip: Check out Grooop, an app that allows you 
to share your whereabouts with friends and family 
for the purposes of safety!   

DON’T ACCEPT PERSONAL CHECKS OR PAYPAL

Don’t accept personal checks or Paypal – the risk 
of scams are just too high. If you decide to accept 
cash, make sure you do thorough research to ensure 
that you can identify whether the cash is real or 
counterfeit. We suggest transacting through Trusted.
Sale so that the transaction is handled online with no 
cash needed and no worries about whether or not 
the money will make it into your account.

COMPLETE THE BILL OF SALE & SIGN OVER THE 
TITLE

Once your sale is finalized, you’ll need to sign over 
the paperwork. Be sure that the transaction is 
complete and the money is safely in your account 
before you sign over the papers. Trusted.Sale can 
help with this. (Bonus: Trusted.Sale also helps with 
the paperwork!)

Together with the buyer, you’ll need to complete 
the bill of sale, sign over the title and complete the 
Release of Liability. If you have any other paperwork 
about the vehicle, maintenance or the warranty, 
provide them to the buyer. 
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Trusted.Sale is an organization dedicated to facilitating 
safe interactions and transactions. Trusted.Sale’s anti-
fraud, anti-scam transaction platform enables buyers 
and sellers to safely transact with confidence. Trusted.
Sale enables safe-selling in all peer-to-peer purchase 
environments - including, but not limited to, classified 
ads, online marketplaces and mobile apps. To learn more, 
visit us at Trusted.Sale or follow Trusted.Sale on Twitter 
and Facebook.

Copyright 2018 -- Trusted Sale, Inc.


